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I hope by the time you read this you will have
enjoyed a bit of the downtime the April holiday
period has brought.
Undoubtedly the highlight of the past quarter
has been the successful delivery of the 2017
NAACAM Show at Durban’s ICC from April
5-7. Feedback received from members, and
stakeholder partners to date has been positive,
yet there are also learnings for us to implement
in making the next one even better.
Highlights included the keynote speech of Trade and Industry Minister Rob Davies,
the various expert panel discussions and presentations, a fully subscribed exhibition
area, comprising South African companies only, and complemented by purchasing
linked stands from several OEMS, and of course the approximately 200 buyer/supplier
linkage meetings arranged in collaboration with the Durban Automotive Cluster.
You will see a lot of coverage of the event elsewhere in this publication, however it
is probably wise to share some of the insights provided by NAACAM president Dave
Coffey (pictured below) in his welcome address to participants. An edited version of
this is captured below:

The
NAACAM Show
Edition

“…want to take a few minutes to reflect on where we are going as an industry. It is
important for us to understand that this is a sector that not only has the potential to
deliver significant business gains, but just as importantly can contribute to solving
some of the economic challenges as faced by our country. These include being used
as a lever to address poverty, unemployment and inequality.
With that in mind, the following seven factors are what I consider key drivers in getting
us to a level of sector strength and embeddedness which can help deliver in addressing
those challenges:
1. An automotive policy framework
that aligns with the agreed post
2020 master plan is a structural
requirement for our industry: We
appreciate the carefully thought
through process that was designed
by the dti and that is currently
underway in crafting the automotive
supporting policy for the 15 years
post 2020. Similarly the advance
planning and commitments being
put in place in government are
reflective of the kind of clarity and
certainty needed in this sector; a
sector whose presence in a local
economy is much desired by governments across the world. The commitment
by the South African government in this case is much valued and needs to be
recognised.
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Yet it is so important that the coming policies drive greater
and deeper localisation in both the vehicle assembly and the
Tiered supplier value chains along with economies of scale
which in turn will create the employment, investment and
skills development that our country needs.

technology and productivity whilst we often do not enjoy the
economies of scale of other global locations. Lewis Carrol
captured it best when the Queen said to Alice: “My dear, here
we must run as fast as we can, just to stay in place. And
if you wish to go anywhere you must run twice as fast as
that.” Companies in our sector need to also grasp on this
competitiveness journey the ability to engage effectively with
our work force so that we create an environment where our
people want to come to work and contribute to their fullest
and proactively every day. Many of us don’t understand real
engagement and we need to change this within ourselves and
address this challenge through the effective development and
growth of our leaders and staff. What I’m effectively saying is
that we need to control all the variables under our control, in
a positive, forward looking and cooperative model.

What’s more important in this review process is that the final
policy must view localisation as a must have objective as
opposed to expecting a trickledown effect. The masterplan
objectives are reflective of that and accompanying policies
must be bold, growth centred and a shift away from the
status quo – this requires courage and vision in striking the
right balance. OEMs are the most important drivers of our
value chain, but a local content average level that is currently
hovering around 38% will not give our sector the depth and
scale competitiveness needed to maintain this country’s
status as a true, value adding manufacturer of automotive
products. Global competitors such as Thailand use their
domestic value chains as driver of competitive assembly
proposition, and this results in deep supplier capability,
reflected in local content levels of closer to 60%.

5. Learning is something we should never hold back on:
We as component manufacturers need to collaborate more
in the various automotive clusters or forums (like ASCCI)
that exist today or that should be constituted where they
don’t exist. The regional clusters and development agencies
such as AIDC have to be fully engaged and utilised. It is
clear and understood that such collaboration must always
take a competitive form and not fall foul of any law. Whilst we
may belong to multinationals or have some overseas equity
or technical link there is still no substitute for sharing and
learning in South Africa. We need to change our mind-set as
leaders in this regard and open ourselves to benchmarking
and collaboration and we should require the same from our
leaders. Honestly there are times where I wonder why some
of the already resourced, supplier development programmes
and interventions being run do not have companies
scrambling to participate! I believe that ASCCI must play a
strong national co-ordinating role and that the roles of one
AIDC as well as a best practice Auto cluster concept are
clearly defined and well resourced for taking learning to a
new level.

Whilst this is not an emerging economy trend, it has been very
interesting to observe the Brexit and USA situations where
large developed economies have decided to rather focus on
inclusive growth policies. Our supporting frameworks need to
follow similar trends.
2. Our sector has to drive a regionalisation strategy in
Africa. Whilst the CKD automotive assembly opportunities
in Africa might take longer than hoped we need to start the
journey, as if we don’t, someone else will. Certain OEM’s
and components manufacturers have already made their
first moves into Africa. The successful comparator countries
used as benchmarks in the current masterplan development
(i.e. Thailand, Morocco and Turkey) all have strong regional
markets. As component manufacturers this may mean we
initially invest in adding value in these countries in order
to supply the aftermarkets whilst we support the African
Association of Automotive Manufacturers (AAAM) in
working with the various African governments in developing
automotive policy, exploring solutions for vehicle financing
and the securing of forex; the end game being component
manufacturing along with the CKD assembly of vehicles in
Africa. I have visited Nigeria twice in the last 9 months, once
with the AAAM and once with a NAACAM supplier delegation;
our next NAACAM mission will be to Kenya in Quarter 3 of
this year.

6. It is essential that the automotive component sector is
measured and healthy: What better way is there to prove
and improve our global competiveness than to regularly
assess the state of our industry. This knowledge will help us
unlock blind-spots and at the same time allow stakeholders,
including the public, to have a sense of what’s happening in
the automotive supply chain. In order to better understand
this I am pleased to announce that NAACAM is upping its
emphasis on statistical data gathering and analysis. Within
the coming month we will be publishing a first localisation
focused annual report in conjunction with B&M Analysts
that accurately reflects on key competitiveness metrics like
domestic localisation rates, employment as well as a range of
quality and productivity metrics. Following the launch of this
annual report, we will be delivering a condensed version of
this on a quarterly basis. This is also being done in partnership
with B&M Analysts.

3. Transformation is not negotiable; in 2016 we rolled out
a member educational programme for each element of the
B-BBEE scorecard around South Africa. Members had the
opportunity to attend a series of best practice workshops on
priority elements of the new codes.
Further to this Gary Keen of Tenneco has managed
a process for NAACAM in developing a cost effective
ownership element model that has been verified for legal
and accounting compliance and that has been workshopped
with the dti B-BBEE unit. More details on this model will be
forthcoming in a later presentation around black supplier
development. NAACAM will role this out to our members as
an option for their consideration within the coming month.
This ownership model is based on investing in developing
black industrialists in the automotive value stream, whilst
providing a fairly economical way of satisfying the ownership
element of the revised B-BBEE codes. We are also directly
involved in developing and rolling out the proposed ASCCI
black supplier development programme. It is a fact that we
do not have enough black owned manufacturing suppliers in
South Africa – these programmes must therefore focus on
both the development of current and creation of new black
owned manufacturing suppliers.

7. Employer/Employee Relations: This topic is often fraught
with misconceptions, vested interest, and often just poor
understanding. Yet it is my view that the relationship between
labour and employers in this sector can positively be used
as a driver of growth. Last year’s wage negotiation process,
where there were no work stoppages is an example of
constructive engagement. Further as employers we need to
be aware of our own roles in developing productivity rates,
something integral to skills development activities. Moreso,
it’s a known fact that South Africa is not a low wage economy,
so we should not be expecting wage rates to be a driver of our
competitiveness. Labour on the other hand needs to immerse
itself in industry growth initiatives, of which ASCCI is a great
example. The same should hold for promoting productivity
gains at plant level. If we take the South Africa Incorporated
view on this one, the resultant stability will be a rock on which
we can base our long term growth objectives.

4. Global competitiveness as a supplier remains
fundamental to our success. The competitive space is
going to get tougher – global and often single sourcing is the
norm and the pace of innovation and continuous improvement
is speeding up. We have to continually invest to keep up with

What I have just shared may differ in parts from what you see as
important; that’s fine but I would like to know what you believe is
more important as this helps shape our direction. What I do know
is that we can actually influence our own future and trust you
realise that this event is just that.”
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In wrapping up, its important to re-iterate Dave’s closing remark. We, as the supplier community
need to proactively influence the environment we operate in. Politically and on other macro levels,
there has been some turbulence recently, but if anything, the NAACAM Show was a great practical
illustration not only of the significant potential in the SA automotive manufacturing value chain, but also
in the manner in which as NAACAM we can support our members in the quest to be front and centre of
SA’s industrialised future. Feedback received from Theo Loocke, MD of Metair, one of the larger NAACAM
members is reflective of such when he mentioned that the NAACAM Show “…increased NAACAM’s relevance
and from a member perspective reinforced the value proposition”
Look forward to interacting with even more members at the next NAACAM Show in 2019!

Renai Moothilal
Executive Director

Theo Loock

AUTOMOTIVE INDUSTRY GAINS INSIGHT TO MASTERPLAN DEVELOPMENT
AT NAACAM SHOW
Reflecting on feedback from 13
conference sessions attended by
up to 500 automotive executives
and policy makers, Coffey said so
much was learned and while there
are always different positions,
platforms such as these help sector
participants find each other.

NAACAM press release: 6 April 2017

The inaugural NAACAM Show
reflected a significant intent and
strategy shift within South Africa's
automotive sector.
National Association of Automotive
Component and Allied Manufacturers
of South Africa President, Dave
Coffey, said the stated acceptance
by
industry role-players of the
need to increase
local content
in manufactured vehicles from its
current level of 38.5% to 60% was
significant.

"Members of the South African
automotive sector value chain,
are clear that the key long term
outcomes of sector growth, increased
localisation and transformation are
inextricably linked. The NAACAM
Show entrenched that view. On that
score I am delighted with that as an
outcome of the Show.''

Automotive Masterplan lead Dr Justin Barnes said the achievement
of a 60% level of localisation would make a significant impact on the
South African economy, including the creation of 49 000 new jobs
and an additional R68bn in GDP.

"All South African automotive role-players understand that
transformation and the inclusion of black-owned suppliers in the
value chain, is not negotiable. There is a renewed sense of urgency
and move to action, in this regard, which is significant.'' Coffey said.
"It is not business as usual".

Barnes said the Automotive Masterplan and associated policy levers,
which would replace the Automotive Production Development Plan
in 2020, was at an "advanced stage of development" and that more
concrete details would be shared over the coming weeks.

"Given the fact that approximately triple the number of jobs are
created in component manufacturing than vehicle assembly, there is
commitment across the board to deepen levels of local content. This
responsibility falls as much with Tier 1 component manufacturers as
it does with OEMs.''

Speaking at the Show, Trade and Industry Minister Rob Davies
reaffirmed government's 'significant support' for the automotive
sector and said learnings which informed the policy "were not based
on countries that have abandoned support of the auto sector.''

NAACAM Executive Director Renai Moothilal reinforced the
networking and profiling value of the event.

"I was really pleased to see a vast array of component suppliers
at the Show, showing the depth and breadth of the supply chain,
including black industrialists, a number of whom have entered the
space with support from OEMs and large Tier Ones”

“This really was a showcase of the full spectrum of the SA automotive
manufacturing value chain. From the OEM localisation focussed
stands, to the multitude of tier one manufacturers, the black owned
suppliers, tyre manufacturers, service providers to the sector, and
even a joint catalytic converter industry stand, the show and exhibition
just reinforced what collaborative action in this sector will bring.”

Davies said any beneficiary of future automotive policies would
need to demonstrate contribution to black-supplier development
and localisation which was "central to dealing with stubbornly high
unemployment levels."

This was a view supported by SATMC director, Nobuzwe Mangcu,
who welcomed the closer relationship between the tyre manufacturing
community and NAACAM.

Toyota SA President and National Association of Automotive
Manufacturers of South Africa (NAAMSA) representative, Andrew
Kirby, said he was "encouraged that we have gained alignment in
the overall picture of the masterplan and the acceptance of its key
targets for the sector."

"In addition to the profiling, over 140 meetings were set-up between
suppliers and buyers as part of the Durban Automotive Cluster's
National Localisation Indaba, which aimed to facilitate local contracts
for products mainly being imported into South Africa,'' Moothilal
added further.

NUMSA Secretary General Irvin Jim said the industry faced "serious
challenges and business and social movements and had to develop
the agenda to address these together. Otherwise we will have no
one else to blame.''

“In keeping with the spirit of always improving, whilst satisfied with
this year's event, I am convinced that the next NAACAM Show, to
take place two years from now, will build on this base”.
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We take pleasure in advising that the 2017 NAACAM Directory is now available. Please contact Bev on 011 392 4060 or
email: bev@naacam.co.za to arrange collection of copies
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billion, said Nelson Mandela Bay Business
Chamber Deputy President, MC Botha.

he Nelson Mandela Bay Business
Chamber welcomes the decision of the
National Energy Regulator of South
Africa (Nersa) on Thursday, 23 February
2017, to limit Eskom’s 2017 tariff increase to
only 2.2%. All electricity users countrywide
are set to benefit from this significantly
reduced electricity price increase.

"This new tariff structure will benefit the
country at large because it will not only
result in reduced electricity prices for
businesses and homes, but it will also secure
thousands of jobs by making industry more
competitive and enabling an investorfriendly environment for the economy
to grow. Holding government institutions
accountable has resulted in a massive win
for not only industry, but ordinary electricity users. We were the only
Business Organisation in the country to take a tough and effective
stand against this," Botha said.

Nersa’s latest decision follows a ruling in
the Gauteng High Court against a 2016
decision by Nersa relating to the Multi Year
Price Determination (MYPD). The Nelson Mandela Bay Business
Chamber championed the rights of commerce and industry in
Nelson Mandela Bay by actively joining the challenge which
was spearheaded by the High Energy User Group in the Nelson
Mandela Bay.

High Energy User Group Spokesperson David Mertens said that
this victory demonstrates that business and consumers should
exercise their rights when they need protection. "Recent revelations
in the Denton Report about Eskom’s mismanagement confirm that
our challenge was the right decision. We hope that the successful
challenge will unite business and industry to support efforts which
help promote a competitive environment which benefits the
economy and the well-being of all South Africans. We are relieved
that Nersa made the appropriate call and we see this decision as a
new beginning for the energy regulator," Mertens said.

The Nelson Mandela Bay Business Chamber has for years been
at the forefront of this fight against unrealistic electricity price
increases through the consistent lobbying efforts by our Electricity
and Energy Task Team.
The Gauteng High Court ruling found the most recent Regulatory
Clearing Account (RCA) adjustment to Eskom’s tariffs to be
"irrational, unfair and unlawful”.

The end-consumer in Nelson Mandela Bay will benefit from the
reduced electricity price when the new tariff comes into effect in
July 2017.

The combined saving resulting from the ruling for the country has
been conservatively calculated to be between R50-billion to R60-
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TASK TEAM CHAMPIONS: Business Chamber Deputy President and Task Team Board Lead, MC Botha, and Task
Team member, David Mertens (right), were instrumental in the successful reduction of unrealistic electricity price
increases countrywide.

A

SOUTH AFRICAN KAIZEN
CHAMPION CROWNED
uto Industrial Machining, a NAACAM Member, was named Kaizen Champion at The
National Kaizen Seminar and Awards function hosted by the AIDC at the Dolphins
Leap Conference Centre in Port Elizabeth in March.

In the presence of manufacturers across sectors and international manufacturing experts,
the Johannesburg based company, involved in the machining and assembly of chassis and
drive train components to clients including OEMs, claimed the top award for their winning
Kaizen, “change for the better”.
The second runner up award was shared by Omnia Fertilizer and SJM Flex SA, for
achieving significant improvement in manufacturing measured by Overall Equipment
Effectiveness (OEE), the key component of which is machine downtime.
Tenneco Emission Control, Lumotech, Air Liquide, Continental ContiTech, Fry's Metal,
Auto Industrial Foundry , Auto Industrial Systems and Steel Best Manufacturing were
amongst the entrants, show casing its Kaizen activities that ranged from SMED, Process
variation, space utilization, Equipment modifications and Material changes. A quantitative
impact on the projects on showcase at the awards seminar totalled in excess of R9.4m
savings in operating costs.
Multiple JIPM global award winner Rakesh Atre, Vice President of Munjal Showa and
Lean Institute Africa's, Professor Norman Faull, addressed 60 participants at the function
and judged presentations made by each of the eleven companies, together with NMMU
Industrial Engineering lecturer Mieshkah Dolley Ryneveld.
Atre inspired automotive
production and manufacturing
managers with practical
examples of how making
factory machines lean can
decimate costs and radically
boost productivity.

"Manufacturing machines
in-house was logical
given that companies
have
daily
design
feedback from the workers that use those machines and the immediacy of
repairs by in house staff which ensured repair response time was a fraction
of imported machines.'' he said.
Faull, as a Global network facilitator shared that "The TPM approach, which
promotes enquiry to solve problems, invites us into a process of development and
growth." The Kaizen methodology typifies how leadership in South African
business can improve conversations in the workplace, he said.
Kaizen is a business philosophy or system that is based on making positive
changes on a regular basis, by asking questions, to improve productivity.
As a wholly owned agency of the Eastern Cape Development Centre, the AIDC introduced TPM into the South African Automotive Industry as one of
a basket of services provided to assist Eastern Cape suppliers in its quest for competitiveness.
AIDC MD Hoosain Mahomed said the principles of lean manufacturing and TPM were applicable across all manufacturing sectors.
As a result the TPM Programme initiated, now represented “one of the longest serving clusters “ and invites more suppliers to participate in
the proven methodology to sustain and grow its competitiveness.
Mahomed said TPM had become an “essential and highly effective methodology for South African manufacturers to deal with rising costs.”
For information on the TPM programme and the TPM Club SA contact Bianca Ehlers: behlers@aidcec.co.za
Tel: 041 393 2100 or view www.tpmclubsa.co.za

Vehicle Exports: 2014 - 02/2017 (incl)
PASSENGER

2014
AMH
58
Alfa Romeo
0
BMW
60 234
Chevrolet
0
Chrysler
408
Datsun
0
Dodge
0
Fiat
9
Ford
0
GMSA/Isuzu
559
GWMSA
0
Honda
355
Hyundai
0
Jeep
0
Mahindra
0
Mercedes-Benz 32 767
Mitsubishi
123
Nissan
145
Porsche
8
Renault
4
Subaru
0
Suzuki
0
Toyota
7 267
Volkswagen
54 619
VolvoCars
14
TOTAL
156 570

2015
2016
0
21
1
0
63 680 51 970
291
0
3
95
20
0
4
0
3
9
0
1
0
115
8
0
384
218
2
0
316
0
1
1
93 435 91 967
118
169
56
0
11
1
0
0
4
0
0
3
4 968
1 739
66 368 59 940
18
14
229 691 206 263

Into
Africa
0
0
0
0
19
0
0
2
4
26
0
54
0
0
0
26
6
0
0
0
0
7
272
72
1
489

Out of
Africa
0
0
2 659
0
0
0
0
0
0
0
0
0
0
0
0
13 706
0
0
0
0
0
0
131
9 262
0
25 758

COMMERCIAL 2014

2017
0
0
2 659
0
19
0
0
2
4
26
0
54
0
0
0
13 732
6
0
0
0
0
7
403
9 334
1
26 247

AMH
9
Chevrolet
0
DAF
0
FAW
22
Fiat
22
Ford
45 263
GMSA/Isuzu
1 509
GWM
0
Iveco
245
Jinbei
0
Mahindra
0
MAN
426
Mercedes-Benz
0
Mitsubishi
262
Nissan
14 400
Powerstar
37
Renault
12
Scania
318
Tata
28
Toyota
57 522
UDTrucks
182
Volkswagen
0
Volvo Group
39
Other
4
TOTAL
120 300
8

2015
0
97
39
110
25
38482
3042
43
146
16
5
227
0
218
9004
20
18
159
4
52202
116
48
77
13
104 111

2016
12
0
0
155
29
43 457
1 421
44
180
0
7
61
30
78
4794
0
0
177
3
37 718
0
0
231
1
88 398

Into
Out of
Africa Africa
0
0
0
0
0
0
56
0
13
0
116
5 497
242
0
0
0
73
0
0
0
0
0
30
0
0
0
12
0
1 269
0
0
0
0
0
32
0
0
0
1 145
6 025
0
0
0
0
42
0
5
0
3 035 11 522

2017
0
0
0
56
13
5 613
242
0
73
0
0
30
0
12
1 269
0
0
32
0
7 170
0
0
42
5
14 557

Torre Parts and Components signs Technical Agreement
with Gabriel India
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Torre Parts and Components, a division of Torre Industries have
recently concluded a Technical Assistance Agreement with
Gabriel India.

distributing the Gabriel brand of Shock Absorbers, Macpherson
Struts and gas springs in the South African market since 1935
and has a uniquely proud South African brand pedigree in excess
of 100 years old.

The Technical Assistance Agreement will allow Torre Parts and
Components access to the latest development, testing and
manufacturing technology currently employed by Gabriel India.

The parent company, Torre Industries, is listed on the
Johannesburg Stock Exchange. Based in Johannesburg, with
manufacturing operations in Cape Town and Port Elizabeth,
Torre Parts and Components is both ISO9001 and ISO14001
certified with a variety of supply contracts to both the aftermarket
and original equipment markets.

The Technical Assistance Agreement will provide Torre Parts and
Components additional support in accessing the local and African
OEM markets including LCV, HCV and two wheeler applications.
Gabriel India, part of the Anand Group, was the pioneer of Ride
control products in India. They are India’s leading OEM supplier,
providing the widest range of Ride control products in the country.
The operation includes 7 Manufacturing facilities and 3 Satellite
plants backed by 3 ultra-modern, state-of-the-art R&D Centres.
Torre Parts and Components manufactures and distributes
quality branded parts and components into both the African and
global Automotive markets.

As a South African owned, Level 4 B-BBEE operation, Torre
Parts and Components is able to offer a locally manufactured
product which meets OEM specifications.

Brands include Gabriel, VDO, Echlin, Textar, WARN, Timken, HiLift and Truck-lite.

For further information please see www.torreparts.com
or contact Shaun Rosenstein:
Shaun.Rosenstein@torreparts.co.za
(Office) +27 (0)21 710 6849

Torre Parts and Components has been manufacturing and

The AIDC awarded two Premiers Excellence Awards 2017

T

The Celebrated Individual Award, sub-category: Innovator of the Year Award

his category recognises the contribution by individuals who made exceptional and
distinguished contribution towards social cohesiveness and inclusively in uplifting the lives
of communities, outstanding performers in activism, acts of bravery, excellent contribution in
community service and any other selfless act.

The sub-category is for those who have designed or implemented new dynamic methods,
approaches or solutions in delivery of service in a sustainable manner. Innovators would be
people who spearheaded the creation of new methods or approaches in service delivery.
(Right) Mr Neeraj Kessery, Manager - Incubation Programmes
emerged as the overall winner for his role at IC and Winterveld

The Economic Growth Award, sub-category: Public Private Partnership Award
This sub-category Award recognises a successful PublicPrivate Partnership service delivery project. Projects must
fit within the definition of a public-private partnership: a
contractual arrangement that is formed between a public
or governmental agency and a private company that
can include a variety of activities that involve the private
company in the development, financing, ownership and/
or operation of a public facility or service. In such a partnership, public and private resources
are pooled and responsibilities divided so that the partners’ efforts complement one another.
Projects must demonstrate the benefits of PPPs, including: shared income resulting from
partnership in direct proportion to the partners’ investment, cost savings, improved service
delivery and/or increased efficiency in operation. At least an initial phase of the project must
be fully operational and delivering the intended benefits of the project for at least six months.
An example of a large-scale PPP is the Gautrain project.
Public Private Partnership Award: AIDC Incubation Programmes in partnership with Ford
Motor Company SA was placed 3rd overall.
We want to congratulate Neeraj and the team at the Incubation Centre and Ford Motor
Company for their support.
Winner of public private partnership award - AIDC CEO Dr David Masondo with Mr Neeraj Kessery, Manager - Incubation Programmes
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The NAACAM-driven trade and investment delegation to Nigeria, as part of
NAACAM’s regional development activity plan, took place from 6-10 Feb 2017

Source: National Daily Newspaper
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See below for report as carried in the Nigerian press

From Left to right- Engr. Yahaya Abdullahi (NADDC), Mr. Luqman Mamudu, Director PPD (NADDC), Mr. Kobus
Oosthuysen (KAP), Mrs. Joke Onireti Assistant Dir. IID (NADDC), Mr. Dave Coffey, Shatterprufe, Mr. Prakash Kharat,
Stallion, Engr. Aminu Jalal, DG(NADDC), Mrs. Susan B. Taiwo, Ass. Dir IPRU (NADDC), Mr. Roux Coetzee, Torre Parts,
Ms. Felicia Izuorah, NADDC, Mr. Michael Frankenfield, Cool Refrig., and Engr. Emmanuel Iorliam, NADDC

NAACAM envoys who were in Nigerian cities of Abuja and Lagos
to discuss industry and trade matters with principal directors at the
National Automotive Design and Development Council (NADDC) and
other stakeholders said component manufacturers in South Africa are
eager to come and invest in Nigeria’s nascent automotive industry.
Shatterprufe Managing Director and NAACAM President, Dave
Coffey, who led the four-man delegation said: “We see a journey
taking place in the country’s automotive programme and we’ve got
a number of component manufacturers working under the banner of
African Association of Automotive Manufacturers (AAAM) willing to
come to Nigeria to partner and invest.”
He described their visit as an extension of the August 2016 Jeff
Nemeth-led AAAM appointment with President Muhammadu
Buhari and top government functionaries and relevant agencies
including representatives of the National Automotive Manufacturers
Association (NAMA).
Outside South Africa, which has a well-developed world-class
automotive industry, Nigeria is recognized as a strategic market over
the long term due to its demographics even though certain indices
haven’t yet been remedied.
Shatterprufe director, who feels strongly about these indices, said
new vehicle volume can only grow if there is an affordable solution
and this does not only repose in the manufacturing of reasonably
priced vehicles but also in creating access to attractive vehicle finance
whilst managing and constraining the importation of secondhand
vehicles in a balanced and appropriate manner.
“Our ultimate objective is to grow with the Nigerian market and
essentially work out the right economies of scale and technology to
get the industry where it deserves to be. We are not here just to trade

but to explore other suppliers and partner with producers with current
equipment.” Coffey said.
Also adding that component manufacturing is a fundamental
subsidiary of automotive manufacturing, Mr. Coffey said: “As
component manufacturers, we don’t have to wait for legislation to
register our presence in a country with huge potential as Nigeria,
hence the reason why we think the time to enter this market is now
and we are here to partner local manufacturers, add value, supply
the local aftermarket needs and position ourselves to support the
growth of new vehicle production.”
He said the biggest multiplier effect of automotive manufacturing
comes with component manufacturing, saying “the more you localize
the higher the number of jobs created, and the deeper you go
downstream, the more jobs you create.”
Citing a windscreen manufacturing concern for example, Mr. Coffey
conjectured that for every 200, 000 windscreens produced, no fewer
than 150 to 200 workers are employed and in the shocks absorber
and struts factory, about 250 people are hired when approximately,
one million shocks are produced annually.
Other NAACAM delegates present at the meetings are Gabriel South
Africa Engineering Manager, Roux Coetzee, Caravelle Automotive
Carpets General Manager, Kobus Oosthuysen and Cool Refrigeration
Parts producer, Michael Frankenfeld.
A subsidiary of the PG Group, Shatterprufe is South African based
glass and armored-plate manufacturers since 1935, while Caravelle
Automotive Carpets is a member of the KAP Automotive (Pty) Ltd.
that specializes in the manufacture of interior trims as well as overlay
car carpets, using fine gauge nylon tufted and high quality polyester.

NEW NAACAM MEMBER
- Since publishing the 2017 Directory
COVA ADVISORY & ASSOCIATES (Pty) Ltd
Contact:
e-mail:
Contact:
e-mail:
Contact:

Duane Newman, Joint Managing Director
dnewman@cova-advisory.co.za
Tumelo Chipfupa, Joint Managing Director
tchipfupa@cova-advisory.co.za
Jacobie van der Westhuyzen, Financial &
Administration Manager
e-mail:
JvanderWesthuyzen@cova-advisory.co.za
Tel:
+27 (0)11 568 3340
Website:
www.cova-advisory.co.za
Physical Address: Building 1, Magwa Crescent West,
Maxwell Office Park, Waterfall City,
Midrand, 1682
Postal Address:
PO Box 503, Kyalami Estate, 1684
Employees:
15
B-BBEE Rating:
Level 2

- Government grant and incentives consulting (e.g. AID, APDP)
- Advisors on energy
- Policy consultancy
- Customs and Excise Advisory (including APDP)
- DFI Finance Raising
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Toyota South Africa hosted the Johannesburg APDP Roadshow Workshop. The workshop was well attended by component manufacturers, clearing agents and
consultants as well as Toyota South Africa and Ford Motor Company.

APDP Roadshows

I

TAC arranged a round of workshops countrywide aimed at
addressing the legislative changes to the Production Incentive
factors, the reduced minimum plant volume to qualify for the
Production Incentive and the new sliding scale for the VAA.
These specific matters were more focussed on the OEM’s attending
the workshop.

arising from foreign exchange rates used. The Jacobsen’s rate used
on the Bill of Entry must be used and will normally differ from the
commercial rate of exchange.
ITAC discussed at length the concept of “self-billing”, the implications
of self-billing and the need for compliance with SARS to avoid any
legal transgressions. It is important the guidelines for self-billing are
complied with, in order to avoid potential future legal infractions.

Certain administrative amendments were discussed which included
the receipt of claims at ITAC and how late and incomplete claims
would be treated. Effectively, any claims submitted after office
hours would be noted as received the following day. There is no
accommodation of submission should documents arrive post-closing
time.

The ITAC Verification team explained the lag principle, the use of
standard materials and the weighted average concept in the SMD
calculations, which expenses are excluded from the calculation.
The weighted average concept is also used in the C1 calculation of
imported content. The Customs Value is used as the imported value
for this specific purpose.

ITAC elaborated that, in certain circumstances, incomplete claims
would be acknowledged as received and in others, not. This is
dependent upon the nature of information outstanding.

The contact details of the ITAC officials attending the workshop:
Mashudu Lukhwareni: 012 – 394 3661 mlukhwareni@itac.org.za
Nyiko Mabunda 012 – 394 3697 nmabunda@itac.org.za
Nonhlanhla Khumalo 012 – 394 3693 nkhumalo@itac.org.za
Dumisani Mbambo 012 – 394 3743 dmbambo@itac.org.za

Further amendments were noted specific to the A2 and A2W
documents where there are differences in price disclosed on the
A2 and the tax invoice price. The A2W must be used to explain the
differences where ITAC can consider these differences as part of the
claim. These changes would include price amendments or differences

INDUSTRY VEHICLE SALES, PRODUCTION, EXPORT AND IMPORT DATA : 2000 - 2017
2010

2011

2012

2013

2014

2015

2016

CARS
Domestically Produced
Local Sales
Exports (CBU)
Total Domestic Production
Total Industry Car Imports
Re-exported imports
TOTAL LOCAL CAR MARKET

113 740
181 654
295 394
223 390

124 736
187 529
312 265
271 556

337 130

396 292

120 417
153 268
273 685
323 796
1 609
442 604

113 356
151 893
265 249
338 592
1 652
450 296

122 610
154 920
277 530
318 012
1 680
438 942

112 576
228 459
341 035
301 166
1 264
412 478

97 824
237 715
335 539
264 286
821
361 289

LIGHT COMMERCIALS
Domestically Produced
Local Sales
Exports
Total Domestic Production
Total Industry LCV Imports
Re-exported imports
TOTAL LOCAL LCV MARKET

96 823
56 950
153 773
36 911

108 704
84 125
192 829
40 597

133 756

149 301

121 638
123 448
245 086
38 741
205
160 174

127 051
121 345
248 396
41 253
308
167 996

137 044
118 585
255 629
37 052
337
173 759

140 790
102 664
243 454
34 247
336
174 701

130 364
104 987
235 351
28 975
232
159 107

MEDIUM & HEAVY COMMERCIALS
NAAMSA sales (incl. Imports)
Exports
TOTAL LOCAL MCV/HCV MARKET
TOTAL AGGREGATE MARKET
TOTAL AGGREGATE EXPORTS
TOTAL DOMESTIC PRODUCTION
GDP GROWTH RATE

22 021
861
22 021
492 907
239 465
472 049
3,0%

26 656
803
26 656
572 249
272 457
532 553
3,2%

27 841
1 076
27 841
630 619
279 606
547 688
2,2%

30 924
1 206
30 924
649 216
276 404
545 775
2,5%

31 558
1 414
31 558
644 259
276 936
566 131
1,7%

30 469
1 124
30 469
617 648
333 847
616 082
1,3%

27 010
1 104
27 010
547 406
344 859
599 004
0,3%
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Notes:
1 Domestically produced
cars and LCVs total
represents a proxy
for aggregate local
production.
2 Historical sales are
based on data reported
by NAAMSA member
companies, vehicle
manufacturers, importers
and distributors.
3 Projections are based on
NAAMSA analysis and
demand assumptions
and do not provide for
supply side disruptions.
4 GDP growth rate
represents GDP annual
changes at market prices
in real terms.
5 CBU Export figures
are based on projects
announced to date.
Announcements of new
CBU export programmes
could change
projections.
6 From 2012, imported
vehicles which have
subsequently been
exported are reflected as
“re-exported imports”
Source: NAAMSA

THE ONGOING JOURNEY OF BROAD-BASED BLACK
ECONOMIC EMPOWERMENT
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Renai Moothilal
Executive Director: NAACAM

T

he Amended Broad-Based Black Economic Empowerment
Codes of Good Practice are gaining momentum in
implementation. Various clarification statements and
interpretation guides have been published by both the dti
as well as the office of the B-BBEE Commissioners. We
have witnessed the provisions of Section 12 of the January 2015
Amendment to the Broad-Based Black Economic Empowerment
Act filter down to many other industries through the publication
for public comment of the Draft Liquor Amendment Bill, 2016:
Gazette 40319, the Draft Mineral and Petroleum Resources
Development Act, 2002 (Act No. 28 of 2002) as amended through
Gazette 39933, to name a few.

workshops on the Ownership Element. Organizations seeking to
evaluate the feasibility of achieving elevated B-BBEE compliance
are strongly advised to attend. Information regarding the dates,
times and venues will be publicised through the NAACAM office.
There is often a business case for compliance with the BroadBased Black Economic Codes of Good Practice. Notwithstanding
client requests and the impact on incentive eligibility, it provides
a long term economic roadmap on how to, at a firm level, build a
sustainable and inclusive South African economy, which moves
the emphasis away from a trend of majority dependency to one
of using and owning productive assets. More than anything, it will
be that outcome which will be the biggest determinant of a long
term “suitable for business” operating environment.

The SA automotive supplier industry is also being proactive
in its commitment to the transformation objective outlined by
the Codes. This has been demonstrated through the array of
educational workshops facilitated by NAACAM, the black supplier
development programme run through the ASCCI (Automotive
Supply Chain Competitiveness Initiative) as well as several
members reaching compliance (Level 8 contributor status or
better) against the Amended Broad-Based Black Economic
Empowerment Codes of Good Practice. The journey articulated
through B-BBEE legislation is far from over and notwithstanding
these achievements an ongoing drive to compliance level
improvement must be our goal.

(With content support from Brent Oakes of Siyaya.
Siyaya is a wholly owned subsidiary of EOH)
Siyaya Services include:
•
•
•
•
•

The integration of B-BBEE legislation within various Incentive,
Concession and Licencing legislation necessitates the efficient
compliance for organizations seeking to leverage a government
linkage. In Minister Rob Davies’ opening address at the NAACAM
Show, he mentioned the possibility of full compliance requirements
- Level 4 contributor status (>80 points without contravention of
the Priority Elements 40% subminimum requirement) as part of
deliberations around a policy framework for post 2020. Should
this translate into incentive linked legislation, notwithstanding the
progress made, compliance is likely to only be achievable should
forward thinking organizations be willing to pursue the targets
outlined within Code 100, Ownership.

Broad-Based Black Economic Empowerment Act consulting
Employment Equity Act consulting
Skills Development Levies Act consulting
Disability Management
Training
Call the Siyaya offices on 0861 00 99 04 or visit the
website: www.siyayaskills.com

T

Indy Oil introduces fuel
injector cleaner range

As with most journeys the initial steps may feel quite daunting. In
order to alleviate these fears and mobilize business to take action
a clear and concise plan needs to be formulated. The start of this
plan would be to gather the relevant options available to achieve
the compliance destination in mind. The Amended Broad-Based
Black Economic Empowerment Codes of Good Practice do not
advocate the donation/gifting of ownership within organizations
but rather encourage the opportunity of economic inclusion. While
tradition ownership transaction (involving the sale of issued share
capital) are generally recognized, there are many possibilities
articulated within the Codes, most of which may not be fully
understood. These possibilities afford organizations the choice of
not only a myriad of potential partner formats but afford leverage
in terms of the targets articulated within the Codes. Some options,
notwithstanding recognition against this element, require no sale
or subordination of issued share capital (i.e. Equity equivalency,
Statement 102: Sale of Asset in Lieu of Equity, etc.). By virtue of
this principal knowledge gap great care should be taken when
selecting a solution both in terms of the legal requirement and
outcome within this section of the Codes. There is no “one size
fits all” solution in terms of the Ownership Element but a core
understanding of the options available will undoubtedly facilitate
an educated decision with regard to the cost benefit arguments
of elevated contributor status.

o ensure your car delivers optimum engine performance and
fuel economy, Indy Oil recommends regular cleaning of the
fuel injectors.

Every time you stop a hot engine a small amount of fuel residue
accumulates. The more frequent the stops, the faster the residue
build up. Fuel injectors’ clog when fuel residue deposits build up over
time, this reduces the flow of fuel through the injector, disrupting its
spray pattern and prevents the fuel from burning efficiently.
This causes a loss of engine power and higher fuel consumption.
Indy Oil’s Injector Cleaners for petrol and diesel engines is a
specially formulated concentrated fuel detergent that removes
harmful fuel deposits and maintains the cleanliness of fuel injector
systems for optimum engine performance.
Other benefits of the Indy Oil Fuel
Injector Cleaner Range are:
• Removes deposits from the engine
combustion chambers
• Removes deposits from intake valves
to achieve better accelerator response
• Removes carbon accumulated on the
spark plugs to prevent misfiring and
provides better engine start-up for
petrol engines

Cleaning your cars fuel injectors couldn’t
be easier. Just pour one bottle of Indy
Oil Diesel or Petrol Injector Cleaner,
depending your vehicles engine, directly into the fuel tank containing
a full tank of fuel. Drive until fuel tank is almost empty before refueling.
It’s best to perform regular cleaning of the fuel injectors every 20,000
– 30, 000 km..

In looking to support members’ needs in this regard, NAACAM has
undertaken an extensive investigation into the various ownership
solutions available. This investigation, conducted by the B-BBEE
working group over the last 8 months, have included seeking
legal and tax opinion as well as engaging with the Department
of Trade and Industry to confirm the solutions compliance to
the “spirit” of the Codes. The culmination of this work will see
the role-out of the final instalment of the B-BBEE educational
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